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The Action Update newsletter is published 
every other week by the Iowa Automobile 
Dealers Association. To add people to our 
distribution list or share suggestions for 
future articles, contact Brittany Bungert at 
515.440.7620.
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Three Iowa Laws Not All Police Officers Know
Some police officers may not be aware of 
every detail of the law regarding operating 
dealer vehicles. Here are three (with code 
citations) you should know.

Displaying Dealer Plates
Iowa Code Section 321.37 requires that 
dealer plates be “attached on the rear of the 
vehicle.” The question often arises whether 
it is permissible to display a dealer plate in 
the rear window of a dealer vehicle. While 
the best practice is to attach the dealer 
plate on the rear bracket designed for that 
purpose, displaying it in the rear window 
does technically comply with the statute if it 
is “attached” by some means such as tape 
or putty. 

Carrying Proof of Insurance
Iowa motor vehicle dealers are exempt from 
the general statutory requirement to carry 
proof of financial liability coverage in motor 

vehicles owned by the dealership. Many 
law enforcement officers are unaware of the 
exemption. It can be found in subsection 8 
of Iowa’s Proof of Security Against Liability 
statute. IADA has prepared a truncated 
version that fits on a single page. You may 
want to download it and keep it handy in case 
you ever need to explain why you don’t need 
proof of liability insurance during a traffic 
stop.

Private Use of Dealer Plates
IADA has received reports that local law 
enforcement officials have questioned private 
use of dealer vehicles on dealer plates. 
Iowa’s motor vehicle code permits dealer 
plates to be used on dealer-owned vehicles 
“for either private or business purposes” 
without registering the vehicle provided that 
the vehicle is “continuously offered for resale 
at retail.”

Iowa Code
321.438 Windshields and windows. 
1. A person shall not drive a motor vehicle 

equipped with a windshield, sidewings, or 
side or rear windows which do not permit 
clear vision. 

2. A person shall not operate on the 
highway a motor vehicle equipped with 
a front windshield, a side window to the 
immediate right or left of the driver, or a 
side-wing forward of and to the left or right 
of the driver which is excessively dark or 
reflective so that it is difficult for a person 
outside the motor vehicle to see into the 
motor vehicle through the windshield, 
window, or sidewing. The department 
shall adopt rules establishing a minimum 
measurable standard of transparency 
which shall apply to violations of this 
subsection. 

3. Every motor vehicle except a motorcycle, 
or a vehicle included in the provisions 
of section 321.383 or section 321.115 
shall be equipped with a windshield in 
accordance with section 321.444.

450.7(1) Prohibition. Pursuant to Iowa 
Code subsection 321.438(2), a person 
shall not operate on the highway a motor 
vehicle equipped with a front windshield, a 
side window to the immediate right or left of 
the driver (front side window) or a sidewing 
forward of and to the left or right of the driver 
(front sidewing) which is excessively dark or 
reflective. 

450.7(2) Standard of transparency. 
“Excessively dark or reflective” means 
that the windshield, front side window or 
front sidewing does not meet a minimum 
standard of transparency of 70 percent light 
transmittance. 

Regulatory Refresh: Window Tinting Risky Business
Installing after-market window tinting on windshields and front-seat side windows that does 
not permit 70% light transmittance is high risk behavior that can result in your customer being 
ticketed. Iowa law prohibits “excessively dark or reflective” windshields and front windows. 
The Iowa Department of Transportation has promulgated a regulation that specifies the 70% 
light transmittance standard. Bottom line: Anything darker than factory installed glass in the 
windshield or front windows is probably too dark.

https://www.legis.iowa.gov/docs/code/321.37.pdf
https://www.legis.iowa.gov/DOCS/ACO/IC/LINC/2013.Section.321.20B.PDF
http://www.iada.com/PageContent/Documents/321.20B.pdf
http://www.iada.com/PageContent/Documents/321.20B.pdf
https://www.legis.iowa.gov/docs/code/321.57.pdf
https://www.legis.iowa.gov/docs/code/321.438.pdf
https://www.legis.iowa.gov/docs/iac/rule/761.450.7.pdf
https://www.legis.iowa.gov/docs/iac/rule/761.450.7.pdf
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Lichtsinn RV Receives 
2017 Winnebago Circle of 
Excellence Award
Lichtsinn RV (Forest City) received the 2017 Circle 
of Excellence award from Winnebago. The dealership 
was one of 106 dealerships nationwide to receive  
the honor.

Audi of Des Moines Donates 
$25,000 to American Heart 
Association
Audi of Des Moines (Johnston) donated $25,000 to 
the American Heart Association. The donation was 
the culmination of several events the dealership held 
between February and April.

Lynch Ford Chevrolet (Mount Vernon) recently received the 
President’s Award from Ford Motor Co. The 2016 award marked the 
11th time the dealership has received the award in the past 12 years. 
Pictured, from left: General Sales Manager Jeremy Clapham, Ford 
Sales Zone Manager Hunter Smith, Dealer Dan Lynch, Service 
Manager Jeff Krogman, and General Manager John Walz.

If you have dealership news to share, let Brittany Bungert know. 
Send her an email or call 515.440.7620.

Dealer News

Committee Accepting 
Recommendations for TIME 
Dealer of the Year Award
The TIME Dealer of the Year Award Nominating Committee is now 
accepting recommendations for Iowa’s TIME Dealer of the Year nominee.

To be eligible for the award, a dealer must:

• Demonstrate strong ethics

• Be active in his or her community

• Give generously of his or her time and talents to charitable causes

• Be the designated dealer principal of an IADA and NADA member 
dealership

• Have at least a five-year record of active participation in IADA

• Agree to be available for TIME Dealer of the Year activities in 2018

Submit a recommendation to the committee online or by contacting Mary 
Cason at mcason@iada.com or 515.440.7625.

Iowa Auto Dealer Wants to 
Know: What Makes Your 
Dealership Unique?
Iowa Auto Dealer magazine wants to know about the 
amenities and features that set dealerships apart. Send 
an email to Brittany Bungert and share what makes 
your dealership different.Submit a Nomination

Ed A. Shimkat, Bill Shimkat, Ed C. Shimkat, and Bruce Shimkat of Shimkat Motor Co. 
(Fort Dodge) were joined by the Greater Fort Dodge Growth Alliance for a ribbon cutting 
celebrating the dealership’s 70th anniversary.

Shimkats Celebrate 70th Anniversary
Shimkat Motor Co. (Fort Dodge) celebrated its 70th anniversary with a 
ribbon cutting on Tuesday, June 13. Learn more about the dealership’s 
history in the Fort Dodge Messenger’s special Shimkat Motor Co. 
anniversary section.

mailto:bbungert%40iada.com?subject=
https://goo.gl/forms/wIRJZgqn7pKqu3Cq2
mailto:mcason%40iada.com?subject=
mailto:bbungert%40iada.com?subject=
https://goo.gl/forms/wIRJZgqn7pKqu3Cq2
https://issuu.com/messengernews/docs/shimkat70thann
https://issuu.com/messengernews/docs/shimkat70thann
https://issuu.com/messengernews/docs/shimkat70thann
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Make Sure Your Social Media Posts are Compliant with the Law
Two areas of the law may trip dealers up 
when it comes to posts on social media: 
Sunday sales and trigger terms.

Sunday Sales

Every dealership is aware of the prohibition 
against Sunday sales, but did you know 
that representing that you will make a sale 
on Sunday is also a violation of the law? 
That sponsored social media post that 
includes the words “Stop out today” (or 
a similar sentiment) and runs on Sunday 
could potentially get your dealership in 
trouble.

Trigger Terms

While a social media post may not meet the 
traditional definition of an advertisement, 
dealerships should treat them as such 
when it comes to the law. Any social 
media post that contains trigger terms 

should make the required disclosures.

Sales Ad Trigger Terms:

• The amount or percentage of any 
down payment

• The number of payments or period of 
repayment

• The amount of any payment
• The amount of any finance charge

If any of those trigger terms are in your 
social media post, you must disclose all of 
the following:

• The amount or percentage of the 
down payment

• The terms of the repayment
• The annual percentage rate and, if 

the rate may be increased after the 
sale, that fact

Lease Ad Trigger Terms:

• The amount of any payment
• The mention of any or no down 

payment or other payment that is 
required at the execution of the lease

If any of those trigger terms are in your post 
about a lease, it must also conspicuously 
state all of the following:

• That the advertised transaction is a 
lease

• The total amount due at lease 
inception

• The amount of security deposit or that 
no security deposit is required

• The number, amounts, and due dates 
or periods of scheduled payments

• Whether an extra charge may 
be imposed at lease-end for the 
difference between residual value 
and realized value at the end of the 
lease term

NADA Commends House Passage of CHOICE Act; 
Urges Timely Senate Action
Bill includes important CFPB reforms, repeals flawed auto financing guidance
FROM THE NATIONAL AUTOMOBILE DEALERS ASSOCIATION

The National Automobile Dealers Association (NADA) on 
Thursday praised the House of Representatives for passing 
HR 10, the Financial CHOICE Act, a comprehensive financial 
reform bill that includes significant and much-needed reforms 
to the Consumer Financial Protection Bureau (CFPB) and relief 
for consumers facing the prospect of higher costs for financing 
vehicle purchases.

The CHOICE Act, which passed the House by a 233-186 
vote, includes a bipartisan provision that is virtually identical 
to HR 1737, an NADA-backed bill from the last Congress, 
which overwhelmingly passed the House by a vote of 332-96. 
This provision would nullify the CFPB’s guidance on indirect 
auto financing, which attempted to eliminate a dealer’s ability 
to discount credit in the showroom. HR 10 also requires the 
Bureau to: provide public notice and comment before issuing 
any additional auto-financing guidance; make publicly available 
all studies, data, methodologies or other information relied upon 
to produce the guidance; and study the costs and impacts of 
the guidance. The CHOICE Act also brings the CFPB under the 
regular congressional appropriations process for the first time, 
which is another reform NADA has long supported.

“Access to affordable credit is essential to customers and 
their dealers,” said NADA President and CEO Peter Welch. 
“Chairman Hensarling, members of the House Financial Services 
Committee, and the Members of Congress who supported HR 10 
and worked to include these vital consumer protections should 
be commended for their efforts to keep auto financing affordable 
and available to consumers everywhere. I look forward to the 

Senate taking timely actions to help cement these consumer 
protections into law.”

“America’s franchised new-car dealers have always been on 
the side of our customers, which is why we have so strenuously 
opposed the CFPB’s anti-consumer guidance that would have 
raised the cost of car and truck loans, and pushed otherwise-
creditworthy customers out of the auto credit market altogether,” 
said NADA Chairman Mark Scarpelli. “And we will continue to 
be on the side of our customers by urging Congress to get this 
legislation across the finish line and by continuing to promote 
the voluntary NADA/NAMAD/AIADA Fair Credit Compliance 
Program that effectively manages fair-credit risk while preserving 
discounts on credit for consumers.”

CALL TO ACTION  
Contact Senators Ernst, Grassley

Senator Joni Ernst 
Washington Office: 202.224.3254
Website: Ernst.Senate.Gov

Senator Chuck Grassley
Washington Office: 202.224.3744
Website: Grassley.Senate.Gov

https://www.nada.org/faircredit/
https://www.nada.org/faircredit/
https://www.ernst.senate.gov/public/index.cfm/
https://www.grassley.senate.gov/
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May New Vehicle Registrations Down 2.19% from 2016
Iowans registered 11,952 new vehicles in May, down from the record-high 12,219 vehicles registered in May 2016. This brings the 
year-to-date total vehicle registrations to 55,695 which is down 1.60% from 2016.

Make May 2016 May 2017 Increase Percent 
Increase

Ram 448 527 79 17.63%

Kia 340 408 68 20.00%

Hyundai 331 397 66 19.94%

Buick 245 305 60 24.49%

GMC 522 553 31 5.94%

Mazda 131 161 30 22.90%

Audi 52 78 26 50.00%

Subaru 339 364 25 7.37%

Chrysler 268 287 19 7.09%

BMW 59 76 17 28.81%

Jaguar 1 17 16 1600.00%

Make May 2016 May 2017 Decrease Percent 
Decrease

Ford 2,323 2,080 -243 -10.46%

Jeep 783 642 -141 -18.01%

Chevrolet 2,533 2,414 -119 -4.70%

Toyota 1,342 1,278 -64 -4.77%

Nissan 588 529 -59 -10.03%

Dodge 433 411 -22 -5.08%

Lexus 133 111 -22 -16.54%

Mitsubishi 70 48 -22 -31.43%

Volkswagen 106 93 -13 -12.26%

MINI 38 26 -12 -31.58%

Infiniti 37 26 -11 -29.73%

Biggest Registrations Decrease   
May 2016 – May 2017

Biggest Registrations Increase   
May 2016 – May 2017

Source: Reg-Trak Inc.
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